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The start of the 1993 Indy Car season will soon be upon us. We begin this year with high hopes for a 
successful season. Driving the Marlboro Racing Team Penske cars during the '93 season will be the 
veteran Emerson Fittipaldi and the newcomer Paul Tracy. In addition to the drivers, the recently 
retired Rick Mears will be on board to act as a technical consultant and coach. 

As part of our plan for '93, we have worked to improve the in-market promotional elements to give 
you the tools to allow Marlboro the highest visibility. We have developed a new state of the art Bar 
Night promotion, and will utilize the Van Program in all race markets to replace the store sale program 
conducted last year. 

As in '92, the in-market promotional elements will all be coordinated by outside agencies. Our 
coordination with the local Sales Force will remain essential to our overall success in each market 
The following is a breakdown of the outside agencies and their specific areas of responsibility: 

Responsibility Vendor 

Pack Sales Trailers/Materials Inventory Phoenix Marketing 

Product Sampling or Couponing Phoenix Marketing 

Bar Nights Off Track Management 

Show Car Display Off Track Management 

Merchandising in-market Motorsports International 

We will continue to require the assistance of the local Sales Force in planning for the race in 
each market. The following are the specifics of all the in-market activities and where your help 
will be required: 


1) Retail POS 

The local Sales Force in each market will receive a supply of Marlboro Racing posters to be displayed 
in key accounts. The posters showcase Marlboro's involvement with Indy Car Racing and provide 
specific race information. The specific quantity of posters and banners being shipped to each market 
will be outlined in the individual elements memos. Please begin placing the retail materials 2-4 
weeks prior to the race in your market 


2) Show car 

We will have the Marlboro Indy show car for display in each race market. The show car should be 
scheduled to appear at high volume retail outlets. Each market will be allotted a set number of days to 
display the show car. 

The specific number of days and length of time the car appears at any given retail account is up to the 
Sales Force to schedule. 

example: Mass Merchandiser may have the car scheduled for one or more days to coincide with an in 
store retail promotion. 
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In order to allow this program to leverage our business, the retailer must be required to run a 
Marlboro price off special during the time the showcar is displayed. 

We have developed an ROP ad to be utilized by the retailers to promote the showcar and any retail 
promotions. This piece will be sent to each in-market contact person for distribution to the retail 
accounts. All advertising costs will be the responsibility of the retail account. 


3) Van Program 

We will utilize the new retail Van Program during the '93 race season in conjunction with store sales. 
Marlboro racing merchandise will be distributed in all race markets. All materials will be shipped to 
the local van coordinators warehouse. 

Please schedule five days of store sales in your market two weeks prior to the Indy car race. 
Marlboro racing will supply 200 items per day to support the store sales. The breakdown of incentive 
items will be detailed in the individual elements memos. 


4) Bar Nights 

We have developed a new virtual reality video game promotion which will be the highlight of each 
Bar Night The game allow each participant to experience the thrill of racing while competing against 
their friends. Prizes will be offered to the top ten drivers at the conclusion of each Bar Night. 

The Bar Nights will be scheduled and executed by Off Track Management. 

We would like to invite the sales force to join in the fun. You may wish to organize a party for 
your retail accounts on Thursday night prior to the race. We will work with each market locally 
to help coordinate such events. The location of each Bar Night will be communicated as soon as 
the sites are confirmed. 


5) Pack Sales Trailers 

We will continue to utilize the Pack Sales trailers in each race market. Consumers will be rewarded 
with Marlboro racing merchandise with a predetermined pack or carton purchase. 

To improve the program this year we have made several changes: 

-Updated creative on many of the incentive items. 

-Offering higher quality incentive items with a product plus cash purchase requirement. 

-Offering a weekend special at the trailers "Buy one carton-Get five packs free”. 

The operation of the Pack Sales trailers will be handled by Phoenix Marketing. 


6) Merchandising In-Market 

The majority of all signage materials will be placed in-market by Motorsports International beginning 
one week prior to the race date. The signage will consist of welcome race fans banners, and banner 
rope. 

A quantity of welcome race fans banners will be shipped to each local Sales Force contact for display 
at key retail accounts. 
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7) Customer Hospitality 

We will continue to entertain key customers at all the Marlboro sponsored races listed below: 

Date Race 


April 3-4 
April 16-18 
May 14-30 
June 4-6 
June 11-13 
July 10-11 
July 31-Aug. 1 
Aug. 6-8 
Sept. 18-19 
Oct, 1-3 

A supply of Marlboro hospitality materials will 

provided. 


Phoenix, AZ 
Long Beach, CA 
Indianapolis, IN 
Milwaukee, WI 
Detroit MI 
Cleveland, OH 
Brooklyn, MI 
Loudon, NH 
Nazareth, PA 
Laguna Seca, CA 

sent to the local warehouse. Sample 20's will be 


A more detailed memo will follow to each market outlining the number of race tickets, parking passes, 
garage tour information, and materials. 


In markets where we are rml an associate sponsor (Portland, OR; Elkhart Lake, WI; 
Lexington, OH) there is still an opportunity to develop local customer hospitality. Race tickets 
can be secured and hospitality offered at the Marlboro media trailer. Garage tours, a driver 
autograph session and VIP gifts can also be arranged. If there is any interest in putting this 
together, please contact Karen Howe. All associated costs will be the responsibility of the local 
Sales Force. 


8) Pole Award 

We are replacing the Marlboro Challenge with the Marlboro Pole award in ’93. The pole winner of 
every race will receive a check from Marlboro racing for qualifying in the #1 position. If the pole 
winner of the race also wins the race, the driver will receive an additional bonus. Bonus dollars will be 
cumulative throughout the year. 

We would like a key customer or high ranking official to present the Pole Award check on 
Saturday, immediately following qualifying. We will have another presentation on Sunday 
preceding the race to present the pole winner with a Marlboro leather bag. Both of these 
presentations are perfect opportunities to build customer relations in-market. 


9) Contacts 


Steve Sampson 

PH (212) 878-2184 

Group Manager 

FX (212)907-5367 

Marlboro Events 


Karen Howe 

PH (212) 878-2266 

Manager, Operations 

FX (212)907-5367 

Marlboro Motorsports 


Christine Merhige 

PH (212)880-3083 

Coordinator 

FX (212)907-5367 

Kathy Hookana 

PH (212) 878-3240 

Manager, 

FX (212)907-5339 


Convention Services 
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10) Contacts In-market 


Race Market 

Contact Name 

Phone Number 

Phoenix 

Monty Faulk 

(602) 967-5442 

Long Beach 

Talbert Bartholomew 

(818) 792-2900 

Indy 

Kevin McCoy' 

(502) 425-1070 

Milwaukee 

Mark Redner 

(414) 475-5811 

Detroit 

Tom Trotter 

(313) 591-5500 

Portland 

Ben Nechanicki 

(206) 573-3609 

Cleveland 

Charlie Miller 

(216) 234-7777 

Brooklyn 

Tom Trotter 

(313) 591-5500 

Loudon 

Stephen Tardiff 

(508) 543-8300 

Elkhart Lake 

Dave Casebolt 

(414) 475-5811 

Lexington 

Charlie Miller 

(414) 475-5811 

Nazareth 

Lisa Kelcy 

(215) 647-7690 

Monterey 

Matt Miller 

(510) 463-2702 
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